Positively
Proven

Techniques to Help You Secure U.S. Deals :
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\\ Even though business development is a long-
term commitment and does not happen
2 overnight, having strategies and techniques
can help you to maximize your time, energy &
— improve your outcomes. ‘
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Deep Dive

Before you start looking for potential clients, partners, or markets, you need to have a
clear idea of what you are good at and what value you can offer. This will help you
craft your unique selling proposition and differentiate yourself from the competition.
You can assess your expertise by analyzing your skills, experience, knowledge, and
achievements in your field. You can also ask for feedback from your peers, mentors, or

Cusi)mers to validate your strengths and identify areas for improvement.



Market
Research

Ae of the most important steps in launching a new product or
service is to conduct a market analysis. This will help you

understand the demand, competition, and customer preferences

for what you are offering. A market analysis can also help you
identify your unique value proposition, pricing strategy, and
marketing channels. Without a market analysis, you risk wasting
time, money, and resources on a product or service that may pot
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be viable or profitable.
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One of the most important questions you can ask yourself as a business
owner is: what are your competitors doing better, faster, cheaper or more
efficiently? This question can help you identify your strengths and

weaknesses, as well as opportunities and threats in the market. By analyzing

your competitors’ strategies, products, services, prices, customer feedback,
and marketing campaigns, you can learn from their successes and

mistakes, and find ways to improve your own performance and profitability.

Competitor
Analysis




Communication

You need to be able to convey your expertise, your value proposition

and your benefits to your potential clients in a clear and concise way.
This will help you build trust, rapport and credibility with them, and

ultimately increase your chances of closing the deal. Focus on the

efits, not t
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Educate Not Sell

By sharing your insights and expertise on relevant issues, you can demonstrate your value
and position yourself as a trusted partner for your potential and existing customers.
Educating your market is not only about informing them of the facts, but also about

iInspiring them to take action and showing them how you can help them solve their
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Content

Curation

When a client searches for you online, do they find value, education or nothing? This is a
crucial question that every professional should ask themselves. Your online presence is
not just a collection of facts and figures, but a reflection of your expertise, credibility and
reputation. You want to make sure that your online presence showcases your value
proposition, demonstrates your thought leadership and provides useful information to

your potential and existing clients. Here are some tips on how to create an online

presence that attracts and engages your ideal clients.
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Automation

One of the best ways to ensure ad smooth and successful onboarding process for your
client is to create a visual roadmap that outlines the steps, milestones, and
deliverables involved. A visual roadmap can help your client understand what they
can expect from you, how long each phase will take, and what their role and
responsibilities are. A visual roadmap can also help you communicate your progress,

manage expectations, and address any issues or feedback along the way.
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Continuous

Improvement

The purpose is to enhance the quality, efficiency and effectiveness of your

processes and products. By implementing continuous improvement
systems, you can achieve higher customer satisfaction, lower costs,
reduced waste and increased innovation. Your goal is to help improve their
competitive advantage in the market by delivering better value and
performance, increasing their profitability and growth by optimizing their
resources and reducing errors and enhancing their reputation and trust by

meeting or exceeding customer expectations and standards.




Whose The Face &

When working with clients, it is essential to have the right commmunicator

who can convey the message clearly, accurately and respectfully. A

good communicator can build trust, rapport and confidence with the

clients, as well as avoid misunderstandings, conflicts and errors. A poor
/cgmmunicotor, on the other hand, can damage the reputation,
ﬁ : > - . .
@UOHSI‘NP and results of the project. It is okay to step out of this role
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hand it.over to an expert who can read between the lines of the

t.and.convey the right message on your behalf.
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! | ( ) Find th
Decision

Identify the person who has the authority and the budget to buy your product or service

the decision maker The dreamer, on the other hand, is someone who may be interested in your
offer, but has no power or intention to make a purchase. They may just want to learn more about
your industry, get some free advice, or delegate their tasks to you. The decision maker will use
words like "we’, "us’, "our’, and "team"” to show that they are speaking on behalf of their
organization. They will also use words like "'need’, ‘want’, ‘'must’, and ‘can’ to express their
urgency and ability to buy. The dreamer will use words like 'I', 'me’, "'my’, and "'mine” to show that
they are speaking for themselves. They will also use words like “like’, "‘wish®, "hope’, and "maybe’ to

express their interest but not their commitment.



Kleed More
Help?

Contact us and let us help you actualize

your business development goals

@ www.eliteprecisionconsulting.com

in/letscallciara



http://www.eliteprecisionconsulting.com/
https://www.linkedin.com/in/letscallciara/

